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Clinch YOUR Personal Fortune 


with this Money-Making Magnet! 
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_ STRONG PERSONAL PRODUCER: The Golden Rule Agents’ 
who are especially interested in: Contract will ATTRACT 
1 Top Commissions on 18 Leading Policy Contracts. and HOLD every kind 
—=— Production Bonus and Long-Term Vested Renewals. of Agent: 
-2 Non-Contributory Pension Plan for Personal Security. 
They Make Money—and You Make Money! 


RERREREERE PLUS 


Friendly and Effective 
MEN WIT H AGENCY-B D agg 
ms wim aome te ance 


peeve inciting Their Own fala —. Buildi 
—<— Increased Bonus and Renewals on Their Agents’ Production. Liste eee —_ 
—z— Contractual Opportunity to Build Their Own Independent Agency. 

They Make Money—Their Agents Make Money 


—and You Make Money! 


—Z Ready-Made Sales Packages with Easy-to-Use Visuals. 
—z— Every-Age-Demonstrator-Books for Quick, Easy Sales. 
—= Streamlined Rate Books for Maximum Production in Minimum Time. 


They Make Money—and You Make Money!Ny 


ALL of the above Money-Makers for 
EVERY Agent in The Golden Rule Contract 
with The Golden Rule Company. 


E Agency-Building Opportunities in: 
z Alabama, Arizona, California, Delaware, Florida, Georgia, 
Illinois, Indiana, lowa, Kansas, Kentucky, Aoshi | 
Ohio, Pennsylvania, . 
Michigan, New Jersey, North Carolina, 
Texas, Virginia, Washington D. C., and West Virginia | PERSONAL 
COLUMBUS MUTUAL A FORTUNE 


The Golden Rule Life Insurance Company 
Home Office: 303 E. Broad St., Columbus 16, Ohio 


Frederick E. Jones, President; Fred C. Adams, Sup’t. of Agents 
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Growing Life-Fire 
Alliance to Bring 
More ‘Packaging’ 


Personal Coverages Likely 
To Be Written More and 
More in One Account 


By KENNETH O .FORCE 


Executive Editor, Fire & Casualty 
Edition 


(Based on talk at the annual con- 
vention in Augusta of Georgia Assn. 
of Insurance Agents. ) 

The present painful loss position of 
the property companies is a real prob- 
lem, but it is a temporary, or at least 
a short range, one. Competition, how- 
ever, which is exerting its own direct 
and indirect influences on underwrit- 
ing profits, is not going to diminish in 
the foreseeable future. 

One of the most characteristic as- 
pects of today’s competition in the in- 
surance business is packaging. The 
purposes of packaging are several. One 
is to reduce costs. There is one han- 
dling of three to five lines instead of 
three to five handlings. The customer 
likes one package instead of five. At 
least some of them do. 

e e @ 

But it has become apparent that one 
of the chief uses to which packaging 
is being put is to get business. To an 
extent, the agent who sells a person 
insured for fire and extended coverage 
a package that includes comprehensive 
personal liability and theft has created 
new business. 

But suppose the agent doesn’t have 
the CPL and wants the fire and EC, 
or he has the theft and wants the oth- 
ers. The package gives him an excel- 
lent opportunity to capture all five 
lines, and take business away from 
another agent. It consolidates the in- 
surance of this customer in the hands 
of one agent, and in most cases gives 
him more protection. Here are all the 
elements of an idea that sells—cost 
saving, better product, greater conven- 
ience. The agent has, in effect, done 
part of the job of account selling. 

In spite of the likelihood that pack- 
age policies give too much coverage 
for too little money, there will be more 
package developments. Someone has 
asked how the companies can take five 
coverages that are losing money, pack- 
age them and sell the pack at a 20% 
discount. In spite of this, competition 
will influence further broadening of 
coverages via packaging. 

But there is on the horizon a pack- 
age possibility that presently appears 
slightly fantastic. Yet it is the logical 
outgrowth of one of the most recent 
developments of the business. 

This is the possibility of putting all 
personal insurance in one package— 
life insurance, hospitalization, major 
medical, automobile, dwelling property, 
comprehensive personal liability, theft 
and whatever else the man wants. 

; If insurance is viewed as the protec- 
tion of people and not things, and if 
this package is considered not as a 
(CONTINUED ON PAGE 13) 





ALC Promises Top 
Program at Annual; 
X-17 Is on Agenda 


Following the tradition of former 
years, American Life Convention 
promises an outstanding program at 
its annual meeting at the Edgewater 
Beach hotel, Chicago, Oct. 7-11. In- 
cluded in the program will be an 
unique and searching panel discussion 
of the proposed new and controversial 
morality table X-17. 

More than 1,200 executives of mem- 
ber companies, ladies and guests are 
expected at the 1957 meeting, the 52nd 
annual gathering of ALC and the 22nd 
meeting to be held at the Edgewater 
Beach. 


The program for general sessions is 
practically complete and includes two 
well-known life insurance company 
presidents, a Canadian editor, a noted 
actuary, and a prominent American 
church figure. The general sessions 
also will hear an address by Commis- 
sioner Navarre of Michigan, president 
of National Assn. of Insurance Com- 
missioners. ALC President John A. 
Lloyd, president of Union Central Life, 
will preside over the general sessions 
and the executive session, and will re- 
main in charge until after the annual 
meeting, when he will turn over his 
office to the incoming president. Mr. 
Lloyd also is chairman of the program 
committee of the convention. 

As now planned, the discussion of 
X-17 will consist of a panel of five 
members, including three company 
presidents and two company actuaries 
representing several points of view. 
These panelists will make their pres- 
entations at the Wednesday morning 
general session. Discussion of table X- 
17 on the basis of the presentations of 
the panels will be held at the executive 
session scheduled for Wednesday after- 
noon. Panelists will be present to take 
part in the further discussion to an- 
swer pertinent questions from the floor. 

The controversy which has arisen 
about the proposed new mortality table 
has prompted ALC to bring the 
matter up before the membership, to 
give the industry a chance to hear the 
various arguments and points of view, 
and to allow the member companies to 
be heard. 


The program for the general session 
and for the several sections are now 
substantially complete. The general 
schedule of the week-long meeting is 
as follows: Monday, Oct. 7, Legal sec- 
tion, afternoon; Tuesday, Oct. 8, Legal 
section-all day—Agency section, all 
day; Wednesday, Oct. 9, general ses- 
sion, morning; Combination Companies 
section, luncheon meeting, and Exec- 
utive session, afternoon; Thursday, Oct. 
10, general session, all day, and Friday, 
Oct. 11, Financial section, all day. 

Special social features of the meeting 
will include an annual dinner-dance 
Thursday evening in the ballroom of 
the Edgewater Beach. The traditional 
state vice-president’s dinner will be 
held on Tuesday evening. In addition, 
Monday evening the convention will 
hold a dinner for past presidents and 
their wives to honor this group of dis- 

(CONTINUED ON PAGE 16) 
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Life Sales of 
$5,281,000,000 
Set a July Record 


July sales of life insurance amount- 
ing to $5,281,000,000, set a record for 
the month and brought the 7-month 
total to $37,948,000,000, up 28%, ac- 
cording to LIAMA. The July figure 
was a 23% increase. 

Sales of ordinary in July were $3,- 
756,000,000, up 30%, the largest July 
yet. Ordinary policies sold totaled 696,- 
000, bringing the 7-month total to 4,- 
977,000, up 4%. 

Industrial in July amounted to $492 
million, down 6%, while group was 
$1,033,000,0000, up 15%. Group rep- 
resents only new groups set up—no 
additions to existing group coverage. 

For the first seven months, ordinary 
accounted for $25,820,000,000, up 29%. 
Industrial, with $3.7 billion, was off 
2%. Group sales were $8,428,000,000, 
up 43%. 


Transamerica Corp. 
Ordered to Sell 
Occidental of Cal. 


WASHINGTON—Federal Reserve 
board Tuesday ordered Transamerica 
Corp. of San Francisco to divest itself 
of Occidental Life of Los Angeles, a 
wholly owned subsidiary. 

Transamerica was given until May 
9 to carry out the board’s order, al- 
though the board may grant exten- 
sions up to three years if necessary. 
The ruling followed a long hearing on 
Transamerica’s application for an ex- 
emption to the bank holding company 
act of 1956. 


President Horace W. Brower of Oc- 
cidental Life on Wednesday released to 
home office employes and field or- 
ganization of the company the follow- 
ing statement from Frank N. Belgrano 
Jr., president and chairman of the 
board of Transamerica, regarding fu- 
ture possible status of Occidental Life 
as a wholly owned Transamerica sub- 
sidiary: 

“Transamerica Corporation applied 
to the board of governors of the Fed- 
eral Reserve System that it be permit- 
ted to continue the combined owner- 
ship of Occidental Life with its banks. 
It was hoped that the board would 
exercise its discretion given it under 
the bank holding company act to per- 
mit it to do so. 

“The board announced today (Tues- 
day) its negative action on our appli- 
cation. This means that Occidental 
Life Insurance Company of California 
must be treated as a nonbanking asset 
and in some manner separated like 
other nonbanking assets from our 
banking institutions. 

A study of the board’s decision will 
undoubtedly clarify some of the prob- 
lems confronting us under the act. 
Transamerica Corporation now -will be 
able to proceed more rapidly to form- 
ulate a definite plan of reorganization 
as required by statute.” 
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American Council 
Information Confabs 
Held in 3 Cities 


Big-Case Men Briefed on 
Need for Body to Protect 
Bank-Loan, Other Plans 


By ROBERT B. MITCHELL 


NEW YORK—About 40 of the 50 
big-case agents attending an “infor- 
mation luncheon” here indicated they 
want to be members of the projected 
national organization having as _ its 
primary immediate aim the opposing 
of legislation hostile to the bank-loan 
plan of buying life insurance. It would 
also have broader objectives, such as 
supplying tax and legislative informa- 
tion to members. 

Other information meetings were 
held this week at Los Angeles and 
San Francisco. 

Originally the organizers selected 
tentatively the name “American Coun- 
cil of Life Underwriters,” but now 
are seeking a better name because of 
the danger of the “ACLU” initials 
being confused with American College 
of Life Underwriters and American 
Civil Liberties Union. 

At the New York meeting, conducted 
by Merril P. Arden, Connecticut Mu- 
tual Life, Leonard Silverstein of the 
law firm that has been representing 
the group in opposing Congressional 
denial of the tax-deduction right to 
bank-loan insurance, explained the 
problems that are faced in Washing- 
ton and why there is need of an or- 
ganization that can speak for agents 
interested in bank-loan plans and sim- 
ilar matters that most agents are not 
interested in. 

Mr. Silverstein pointed out that the 
ways and means committee has just 
announced hearings for next January 
on revision of the internal revenue 
code. He said he didn’t know where 
this would place bank-loan legislation 
but since the Treasury was defeated 
in its effort to deny bank-loan plans 
the interest deduction, it would not 
be surprising if Treasury experts were 
already working on language that 
would draw a line between borrowing 
for usual purposes on policies and sys- 
tematic borrowing pursuant to a plan. 

One of the worst aspects of efforts 
in this and other areas affecting life 
insurance is the publicity that gets 
out before anything can be done to 
head it off, he said. Very often correct 
information promptly given to Treas- 
ury or Congressional sources can clear 
up confusion and prevent hasty ad- 
verse publicity. Mr. Silverstein, a for- 
mer Treasury man himself, said peo- 
ple in government actually welcome 
correct information from people they 
know they can trust. 

Equally vital is grass-roots support 
for what is being sought at Washington. 

Mr. Arden explained that it is 
planned to hold an organization meet- 
ing at Detroit, Saturday and Sunday, 
Sept. 14-15, just before the National 
Assn. of Life Underwriters meeting 
there. He emphasized that the new or- 

(CONTINUED ON PAGE 16) 
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As of June 30, Bankers Life 


000 
CU 


of Nebraska exceeded the half-billion 
insurance in force mark. With assets of 


over $100,000,000, and 1957 business 


more than 28% ahead of the record year, 


1956, Bankers Life of Nebraska 


continues its remarkable progress. 


Bankers Life 
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... Like 


Noah's Ark 


IT TAKES BOTH* 


TO COMPLETE THE JOB 


*It takes BOTH Life Insurance and Accident 
and Sickness Insurance to provide complete cover- 


age for your clients. 


Tap the full potential of your Accident and 
INVESTIGATE North American 
Life’s comprehensive line of non-cancellable and 


Sickness market. 


commercial contracts. 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


R. D. Rogers, C.L.U., Agency Vice President 
NORTH AMERICAN BUILDING 


CHICAGO, ILLINOIS 











Western & Southern 
Buys Imperial Life 
of Asheville, N. C. 


CINCINNATI—Western & South- 
ern Life has bought Imperial Life of 
Asheville, N.C. The transaction in- 
volved more than $11 million. West- 
ern & Southern acquired more than 
90% of Imperial’s 480,000 shares of 
outstanding capital stock. W. & S. did 
not disclose the purchase price, but 
the most recent quotation on Imperial 
shares was $24.50, so that the price of 
90% of its stock on that basis would 
be $11,642,400. 

Imperial has about $34 million as- 
sets and $180 million insurance in 
force. It has about 100 home office 
workers and 500 field men. 

President William C. Safford of 
Western & Southern said Imperial will 
be operated as a division of Western 
& Southern, operating out of the home 
office building in Biltmore Village, a 
suburb of Asheville, with the same 
home office staff and field force. 

Western & Southern has more than 
$342 billion insurance in force and as- 
sets exceeding $765 million. 


Rogan Tells Wis. Credit 
Lite Insurers to Cut Rates 


Commissioner Rogan of Wisconsin 
has ordered all companies writing 
credit life or A&S in Wisconsin to 
justify their rates or file reduced rate 
schedules with his office. Mr. Rogan 
notified the insurers that they would 
be expected to file the new schedules 
by Sept. 15, to be effective Oct. 1. This 
action was taken under a law passed 
by the 1957 legislature, providing for 
the regulation of credit life and A&S 
insurance. In his letter to the compa- 
nies, Mr. Rogan said that his depart- 
ment considers the rate now charged 
generally—about $2 a $1,000 for credit 
life insurance—as “exhorbitant.” Gov. 
Thomson, when he signed the law, 
emphasized that passage of the law 
was not an indictment of all credit 
insurance companies and pointed out 
that it would affect only the compa- 
nies that have been charging what is 
considered excessive rates. 








Sell Corpus Christi Insurer 


Colonial American Life of Corpus 
Christi has bought all the life business 
of Guardian General Life, also of 
Corpus Christi. Sid Murray, principal 
owner and president of Guardian 
General, said that one of the reasons 


—= 


for the sale was that he did not haye 
the time to devote to the developmen; 
of Guardian General. J. L. Andersqy, 
is president of Colonial American 
which was organized in 1954 
started writing life business in 195 


Rep. Martha Griffiths 
to Address Women at 


NALU Annual Meeting 


Rep. Martha W. Griffiths of Michi. 
gan will be the speaker at the lunch. 
eon sponsored by the women agent 
committee of National Assn. of Lif 
Underwriters Thursday, Sept. 19, dy. 
ing the NALU annual meeting in De 
troit. 

Mrs. Griffiths is a member of the 
House banking and currency commit. 
tee and of the government operation; 
committee. 

An attorney, Mrs. Griffiths is a for. 
mer judge and recorder. She ha; 
been picked by the Capitol press com; 
as one of the 10 best legislators. She 
was selected by Redbook magazine 
last fall as one of the congressme 
who have done the most for young 
people, and the Detroit Free Pres 
selected her as one of the oustanding 
“women of achievement” in Detroit, 

Thelma Davenport, Northwestem 
Mutual, Washington, D. C., is chair. 
man of the women’s committee. 





Peoples, Ind., Makes 
Top Level Changes 


Peoples Life of Indiana, which in 
recent weeks was acquired by Life 
Companies, Inc., of Richmond, Va, 
this week announced a series of top- 
level promotions. Robert K. Ryan, 
president since 1953, was elected chair. 
man, and Maurice Hartwell, executive 
vice-president, was named _ president 
to succeed Mr. Ryan. Also, Harold W. 
Smith was appointed secretary in ad- 
dition to his present position as vice- 
president and treasurer. 

Mr. Ryan was appointed assistant 
general counsel of Peoples Life in 1938, 
general counsel and board member in 
1941, vice-president in-1952, and pres- 
ident in 1953. Mr. Hartwell joined the 
company in 1929 as actuary, became 
secretary in 1933, a director in 1934, 
and executive vice-president in 1952 
Mr. Smith became actuary of Peo- 
ples Life in 1933, treasurer and direc- 
tor in 1948, and vice-president in 1952 
According to the company, these ex- 
ecutive changes will not be reflected 
either by changes in management pdl- 
icies or in actual operation of the com- 


pany. 








Springs, W. Va. 
service, promised him full support in his new assignment and added: “I am im- 
pressed with the quality of programs conducted by this organization and ! 
earnestly trust that increasing numbers of the society’s agents will qualify for 
participation.” 


. Oates praised Mr. Davidson for his long record of MDRT 


President James 
F. Oates Jr. (left) 
of Equitable Soc: 
iety, congratulates 
William D. David- 
son on Mr. David: 
son’s recent elet- 
tion as chairmal 
of the 1958 Mil 
lion Dollar Round 
Table. Mr. David- 
son, who is ass0- 
ciate manager of 
Equitable’s War- 
ren V. Woody 
agency in Chicago, 
was at the home 
office en route t 
a recent group 
sales clinic a 
White Sulphur 
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Key-Man, Personal 


Coverages to Be 
Fare on MDRT Hour 


Sales ideas that can be readily put 
to work by any agent who is willing 
to give them a try will be offered 
Thursday, Sept. 19, at the Million Dol- 
lar Round Table Hour of National 
Assn. of Life Underwriters during the 
annual convention in Detroit. Speak- 
ers will be Harry C. Copeland Jr., 
general agent of Massachusetts Mu- 
tual Life at Syracuse, and Joe Thomp- 
son Jr., Northwestern Mutual Life, 
Nashville. They will repeat the talks 
that were so enthusiastically received 
at the recent annual MDRT meeting 
at White Sulphur Springs, W. Va. 

MDRT Chairman Howard D. Gold- 
man of Richmond, who is Virginia 
general agent of Northwestern Mu- 
tual, will preside. 

Mr. Copeland will explain the tre- 
mendous opportunity for sales of key- 
man insurance paid for with the cor- 
porate dollar. Many corporate pros- 
pects fail to realize that when life 
insurance is bought in this way “the 
results are almost unbelievable,” he 
told the White Sulphur Springs gath- 
ering. 

Mr. Thompson will show how he 
tells his prospect the story of life in- 
surance by using his survey of his 
own insurance. Mr. Thompson’s sell- 
ing is a multi-call system on a low- 
pressure basis, as he is building for a 
long-range clientele from whose ranks 
will come the leaders of the commu- 
nity—“and not many of these fellows 
take kindly to pressure tactics,” Mr. 
Thompson observed in his White Sul- 
phur talk. 


IBM Sells Computer 
to Interstate L.&A. 


International Business Machines 
Corp. has sold a medium-sized com- 
puting system to Interstate Life & 
Accident of Chattanooga. It was the 
first sale of an IBM 650 data process- 
ing system to a life company. 

The sale was in line with IBM’s 
new marketing plan, which enables 
customers to purchase data processing 
systems as well as rent them. The 
650 computer, costing Interstate 
$250,000, will be installed this month. 

The machine’s large storage capac- 
ity plus its ability to carry out arith- 
metic and logical operations will make 
it possible to combine much of Inter- 
state’s accounting procedures, result- 
ing in a speed-up in the over-all 
operation. The 650 has a “table look- 
up” which facilitates the automatic 
searching of rate tables, a desirable 
feature for insurance calculations 
where many different policyholders’ 
rates must be used. 


New York Life Launches Safety 
Drive Among Policyholders 

New York Life has launched a safe- 
ty campaign among its group policy- 
holders. The company hopes to keep 
employes on the job by promoting 
family health and safety. Policyhold- 
ers will receive a series of posters and 
booklets based on the theme, “Re- 
member! Safety Is No Accident.” 
Subjects will include safety at home, 
safety on the highway, vacation safety 
and fire prevention. 


LIAMA Management Course 
Improves Agency Methods 

A questionnaire completed by man- 
agers who finished LIAMA’s study 
course in district management last 
year in Pontiac, Mich., indicates that 
management methods were improved 





from 10% to 75%, with an average of 
47%, as a result of the course. 

Louis Pohl, manager of Life of Vir- 
ginia at Pontiac, who was responsible 
for setting up the course at Pontiac, 
will discuss the course at the session 
sponsored by General Agents & Man- 
agers Conference at the annual con- 
vention of National Assn. of Life Un- 
derwriters Sept. 15-20 in Detroit. 

The course, developed by LIAMA, 
is the first industry-wide manage- 
ment training program designed solely 
and specifically for debit managers. 
GAMC promotes the courses through 
its local associations. Another series of 
classes will begin next spring. 


LAA Slates A&S Seminar 
for Sept. 25 at Annual 
Meet in Philadelphia 


Life Advertisers Assn. will hold an 
A&S seminar from 1:30 to 5 p.m. Sept. 
25 preceding its Sept. 26-28 annual 
meeting at Hotel Sheraton in Phila- 
delphia. 

Speakers and their topics will in- 
clude Charles N. Walker, assistant 
vice-president of Lincoln National 
Life, “What Advertising People 
Should Know About A&S;” John T. 


Coggins, director of training of Life 
Underwriter Training Council, “The 
Market for A&S;” Rex H. Anderson, 
vice-president of Life of North Amer- 
ica, “Stimulting Life Salesmen to Sell 
A&S;” John A. Buckley Jr., director 
of public relations of Guardian Life, 
“Promoting A&S Sales Through the 
Printed Word,” and John P. Hanna, - 
general counsel of Health Insurance 
Assn. of America, “Meeting the 
Standards of A&S Advertising.” 

Norman L. Klages, sales promotion 
manager of Lincoln National Life, will 
be chairman of the seminar. 
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must be earned by the calling.” 


Gea 
LIFE 


“A calling cannot be made a profession by a 
public statement from one of its own prac- 
titioners. Nor can it be made a profession 
by legislative act. The professional status 


— Dr. S. S. HUEBNER 


A sure way for you to reach 
this status is through the 
Educational Program of the 
AMERICAN COLLEGE 

OF LIFE UNDERWRITERS 
... leading to your possessing 


the proud designation, C. L. U. 


INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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MUTUAL BENEFIT LIFE CONVENTION 





Bruce Palmer Stresses Opportunity of 
Insurers to Be Good Corporate Citizens 


In addition to their basic purposes, 
business corporations have an oppor- 
tunity to be “good corporate citizens” 





C. G. Heitzeberg H. Bruce Palmer 


by doing things that improve and bring 
progress to the social and economic 
environment in which the company 
and its people live and work, Presi- 
dent H. Bruce Palmer told the open- 
ing session of the Mutual Benefit Life 
agency convention, held at White Sul- 
phur Springs, W. Va. 





Mr. Palmer said the concept of good 
citizenship is already being put into 
effect by life agents. He cited ex- 
amples of good citizenship among field 
men in their local communities. 

“These men and women all over the 
United States have served their local 
communities well in many ways un- 
related to their business,” he said. “In 
doing so they have established public 
identity obtainable through unselfish 
concern with our mutual social and 
economic problems. This public ser- 
vice has benefited field men in many, 
many ways.” 

Mr. Palmer pointed to his com- 
pany’s “True Security Program” as an 
example of what a company can do in 
an effort to be a good corporate citi- 
zen, and at the same time benefit the 
company. The “True Security Pro- 
gram” is a management training pro- 
gram made available to American 
business as a public service. The pro- 





Stripped of extravagant Claims 
Crown Life’s NEW... all NEW... 


Executive Whole Life Plan 


sold in minimum amounts of $25,000 
is extremely low in GUARANTEED cost! 


COMPARE 


NON-PAR ANNUAL PREMIUM PER $1,000 





AGE 25 | AGE 30 | AGE 35 | AGE 40 | AGE 45 





$12.86 | $15.07 | $17.98 | $21.81 | $26.78 


and you can continue to count on 


Crown Life's MODERN underwriting 


When it’s new in town if comes from Crown 


right now... 


TO. 


BROKERAGE DEVELOPMENT DEPARTMENT 
CROWN LIFE INSURANCE COMPANY 
120 BLOOR STREET EAST, TORONTO 


Please rush to me information on Crown’s Executive 
Whole Life Plan and a new sales kit explaining it. 





write now... 
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CITY. 


STATE 





TELEPHONE 











gram also has helped business leaders 
in solving their financial problems, 
“If the corporate entities of the en- 
terprise system gain identity through 
contributions they make to the public 
welfare, there need be no apology,” 
the speaker declared. “We have 
learned that lesson well through our 
‘True Security Program.’ We were 
concerned with the lessening of indi- 
vidual initiative, as were hundreds of 
executives surveyed by us in an opin- 
ion study. Those companies that have 
profited from this service certainly 
wanted and expected the Mutual Ben- 
efit to receive the public relations 
and sales advantage. When the cor- 
porations of this country recognize 
this, there will be a new power for 
good that will have a tremendous im- 
pact on our social and economic life. 


“All around us we see a growing 
consciousness that the corporation, 
too, like the individual, has a real 
and measurable responsibility. The 
executives of the future will be 
trained to have a breadth of interest 
far beyond the limitations of corporate 
affairs and a recognition of the con- 
temporary environment within which 
the corporations function. 

“Certainly to you who have played 
the role of good citizens, I need not 
point out the potential to a company 
that perfects its role of corporate cit- 
izen. 


“In our new company history you 
will find this statement: ‘The story of 
the Mutual Benefit is the record of a 
community service which became a 
national institution. Community ser- 
together with 


vice by our agents, 





company effort, can lead to greater 
accomplishment in corporate citizen. 
ship and give greater national iden. 
tity. 

“Unlike the individual, the corpora. 
tion is not the length and breadth of 
the shadow of one man. Every one of 
you and all of us in the home Office 
can contribute to the creation of this 
‘personality of a company’ by its in. 
dividual citizenship role. The satisfac. 
tion will be great and the rewards will 
be many,” 

Seek ‘New Money’ 

Mutual Benefit Life salesmen were 
urged by Charles G. Heitzeberg, vice. 
president in charge of agencies, to 
seek out “new money” prospects as a 
stimulant to sales. He said the “new” 
money concept is “not so much a for. 
ula as it is a philosophy.” He adviseq 
agents to be on the spot when new 
money becomes available to the pros. 
pect through an increase in salary or 
through other means of income. 

The speaker cited a case of a young 
man age 25, married, one child, 
a mortgage owner of an automobile 
and a TV set and who has a tremen- 
dous amount of ambition. This young 
fellow probably spends everything he 
earns; he wants to buy more life in- 
surance but, Mr. Heitzeberg pointed 
out, the simple fact is that too often 
he hasn’t got tae money to buy. 

“Let’s assume this young fellow 
suddenly gets a weekly raise,” the 
speaker said. “Sure, you can sell him, 
but when can you make the sale? 
You’d better make it during the first 
week or so after he receives his raise, 
while that raise still represents new 
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money and has not become a part of 
his living expenses. The fact is that 
‘new money’ doesn’t stay new very 
ng. 

6 me give you another example 
on a somewhat different plane, Bill 
Brown, age 40, annual income $20,000, 
one wife, one mortgage, three kids, 
two cars, one country club member- 
ship, an outdoor grill, a good job, a 
fair life insurance program, no par- 
ticular savings and a real need to put 
some money aside for college educa- 
tion, retirement and emergencies. He 
lives well. He and his family dress well 
and entertain nicely. But he, too, lives 
nearly a hand-to-mouth existence in 
terms of available capital. He gets a 
promotion and a $5,000 raise. He and 
his wife celebrate and share a bottle 
of champagne and begin to make plans 
for the disposition of this new chunk 
of dough. He’s been responsive to your 
ideas for the strengthening and the 
expansion of his life insurance pro- 
gram and he really is a prospect right 
now. 


““But let me underline the words 
right now, because that additional in- 
come could so quickly get into an ex- 
panded standard of living unless you, 
Mr. Life Insurance Man, are on the 
scene early and well prepared. Most 
of you have seen these things happen 
time after time, but they don’t happen 
to the alert life insurance man who 
really keeps in touch with his clien- 
tele. They don’t happen because the 
sharp life insurance man has all his 
senses tuned to new money and all 
his intelligence network skillfully set 
up so that news of new money reaches 
him in time to do something about it. 

“Another example—and I'll ap- 
proach this one a little bit differently: 
Where is the big business insurance 
sold? If you can accept a generality, 
which will help me make my new 
money point, I think on reflection 
you will agree that in the main the 
really big business insurance is not 
sold to really big businesses, but it’s 
sold to new businesses with real prob- 
lems and it’s sold to older businesses 
that are really on the make; that are 
expanding and merging and taking on 
new products, getting into new lines, 
investigating new profit-making cam- 
paigns. It’s sold to businesses that 
are not content with their normal 
share of a given market, but who 
rather are themselves seeking out and 
putting to work new money, 

“Another example of this kind of 
thing: Why do you suppose we have 
an agency in Elgin, Ill? Elgin itself 
has a population of only 47,500 people. 
We have gone there for a very simple 
reason. The territory it embraces has 
a remarkable concentration of new 
money in it. It has thousands of new 
homeowners who have graduated to 
suburbia, it has hundreds of new busi- 
nesses to service them. It has hun- 
dreds of businesses and plants which 
offer them employment opportunities 
close to home and in new and exciting 






BRANCH LOCATIONS 


Surveys of economic and 
market conditions will result 
in more profitable branch of- 
fice locations and growth — 
write in confidence. 














CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGEAASSOCIATES 








One NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 


521 FIFTH AVENUE 
NEW YORK 17,N. Y. 


kinds of enterprises. You can smell 
the new money as you drive through 
the Fox River Valley. Paul Cook will 
tell you that the new money in that 
area to the northwest of Chicago has 
nearly ruined his fox hunting because 
as he clears a rise expecting to tear 
down through a lightly wooded field 
he and his brother fox hunters discov- 
er instead of a sylvan glen a new fac- 
tory with a parking lot for 500 auto- 
mobiles. Elgin is not alone. I can give 
you dozens of other examples through- 
out the United States.” 


Mr, Heitzeberg also cited the enor- 
mous opportunities for sales that lie 
in the future as a result of the great 
economic growth this country has be- 
fore it. The life insurance business 
has only scratched the surface, he as- 
serted in finding the great market 
that is present now and is developing 
yearly. He urged the sales force to 
prepare themselves individually to 
meet this market through personal 
development and by taking advantage 
of the many opportunities for profes- 
sional training that will lead to each 


salesman being a “thoroughly quali- 
fied life underwriter.” 

The way in which Mutual Benefit 
Life has kept pace with the country’s 
growth and prosperity was described 
by H. Douglas Palmer, director of 
agencies. Mutual Benefit’s insurance 
in force has in 30 years gone from $2 
billion to more than $4 billion, while 
the population has risen from 117 mil- 
lion to 170 million. Company assets 
rose from $453 million to nearly $1.7 
billion while personal income in the 

(CONTINUED ON PAGE 15) 
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saving principle to life insurance. 
Right now, on nearly all types 





of life insurance for individuals, 
MONY offers your clients reduced 
rates on policies with face amounts 
of $5,000 to $10,000, and an even 
lower rate when the policy is for 
$10,000 or more. Your clients 
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The 


balance... 
essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 
balance of tradition, product and 
management. Fidelity is 


a well-balanced company. 
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EXAMINE 


your roster of sources of 
services and information 
essential in your opera- 
tion. Under Accident & 
Health Reinsurance, top 
name should be Employ- 
ers Re of Kansas City — 
original professional in 
that line. Satisfactory for 
four decades. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


CHICAGO 
175 W. Jackson 


SAN FRANCISCO 
100 Bush St. 
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RECORDS 


MASSACHUSETTS MUTUAL—Or- 
dinary sales in July totaled $54,810,338, 
up 6.6%, and set a record for July pro- 
duction. It was the 10th largest month 
on record, the 33rd consecutive month 
in which a new sales mark was set 
and the 59th successive month in 
which the volume surpassed that of 
the corresponding month of the pre- 
vious year. The Yates & Woods agency 
at Los Angeles led for the month with 
sales of $2.7 million. The Simon agency 
at New York, Boynton in Baltimore 
and Lizotte in Newark passed the $2 
million mark, also. Sales in the first 
seven months were up 9.9%. Group 
sales in July were $11,778,069, up 
55.5%, and in the first seven months 
totaled $103 million, up 76.1%. 


CONNECTICUT MUTUAL—The 
field force submitted $69 million in 
ordinary on 7,500 lives in July to give 
Peter M. Fraser, who recently retired 
as chairman, a record tribute on the 
eve of his departure for Europe. The 
goal, based on submitted lives, was 
exceeded by 46%. The campaign also 
resulted in the largest paid-for month 
on record. The volume was $42,419,- 
000, which was $2 million greater than 
the previous high, set last January. 

MIDLAND MUTUAL LIFE—Ells- 
worth J. Holden, with the Smith agency 
of Midland Mutual at Cleveland, has 
won the “Man of the Month” honors 
by leading the entire field force dur- 
ing July. This is the third time that 
Mr. Holden has qualified for this des- 
ignation. 


NATIONAL LIFE & ACCIDENT— 
Gain in life insurance in force for the 
first six months of 1957 was $182,639,- 
000, bringing the total in force figure to 
$4,787,000,000 and forecasting the prob- 
ability that National Life & Accident 
will reach the $5 billion in force mark 
by the end of this year. Gain in assets 
for the first half of 1957 amounted 
to $27,300,000, placing the total assets 
at $664,800,000. Directors of National 
L. & A. at their recent regular quar- 
terly meeting ratified action of the 
company’s finance committee in the 
recent purchase of the Memorial Hotel 
building in Nashville for $450,000 to 





——e 


provide additional home office space. 
The newly-purchased building will hp 
put to use after the installation of aj 
conditioning, modern heating facilitie, 
and new elevators. The company alsy 
announced at the quarterly Meeting 
that it is in the process of establishi 
nine new branch offices, including 
third branch in Nashville. Others jp. 
clude two new districts in St. Louis 
one each in Cleveland, Philadelphia 
Kansas City, and three in the Los Ap. 
geles area. In each of these cities, the 
new branches will be additions to oth. 
ers already established. 


INDIANAPOLIS LIFE—July | saics 
were the largest ever for that month 
and 39% ahead of July of last year 
Volume for the first seven months jp 
1957 was 15% ahead of the same pe. 
riod a year ago. Edward F. Hall, San 
Antonio, was Indianapolis Life’s lead. 
ing salesman for the month, while the 
Davis agency of Marion, Ind., was 
the top agency. 


AMERICAN UNITED LIFE—The re. 
cent president’s month sales campaign 
surpassed all previous 30-day records 
for sales. R. Neal Sinclair Jr., Indian. 
apolis, paid for $151,180 during the con. 
test for top performance. Stanley L, 
Block, Louisville, was runner-up with 
$130,000 of production. Merchandise 
prizes were awarded to 140 agents who 
reached specified production levels 
during the campaign. William R. Knut- 
son, Munster, Ind., won a special prize 
for writing the greatest number of life 
cases, and Fred Lundin, Minneapolis, 
submitted the most A&S business. 


GENERAL AMERICAN LIFE—Final 
reports of General American’s all-star 
baseball sales campaign show that it 
has established a record over any pre- 
vious one-month campaign. Total vol- 
ume was $30,011,218. Ordinary life re- 
ported was $21,310,438; group was $7,- 
850,153, and A&S was $850,627. Elmer 
Rosenthal, St. Louis, led all individual 
producers in the life volume with 
$355,500. L. E. Lohman, Davenport, Ia, 
was second with $310,000, and Joseph 
S. Graves, St. Louis, was third with 
$295,418. A&S leaders were J. H. Kier- 
nan Sr., Kansas City, $19,307; Clay W. 
Gibson, Memphis, $17,611, and H. E. 
Buhr, St. Louis, $17,388. Group leaders 
were Frank Wohlrab, East St. Louis, 
$650,000; S. L. Moore, Miami, $322,610, 
and H. J. Pells, Denver, $210,730. 








INDIANAPOLIS LIFE’S 1957 WINNERS 






Indianapolis Life fieldmen have an outstanding quality record as shown by our 


high percentage of NQA winners. Our hearty congratulations to each one of them. 


C. H. Barthel A. L. Hodgson 
J. C. Bryson Harry Huston 

L. M. Carr* C. B. Ingram, Jr.* 
F. H. Davis* D. R. Johnson* 
Finck Dorman* Nate Kaufman* 
E. K. Druart M. A. Kennedy 
G. E. Fairfield Sam Kiefer 
Russell Farmer A. M. Klinefelter 
H. M. Fleenor G. R. Lambert 
E. F. Hall - James B. Lee 
Marion Henry W. A. Long: 


Ernest Herzog* 


Wa ter H. Huen., President 


Curt McClelland 
W. G. McClelland 
E. J. Mincks 

R. A. Mitchell 
Lloyd Mitten 
Doyal Plunkitt 
W. H. Plymate 
E. Lowell Rife 

W. E. Rogers 


Ruth Russell 
Peter Scaffidi 
Don Schlundt 
Lloyd Sellers 
M. J. Shanley 
Kenneth Sheppard 
R. E. Sheppard* 
Kenneth Steiner 
Edward Stevens 
Joe Rowekamp C. A. Stuckey 
E. T. Russell* John Wertz 
*Qualified for 10 years or longer 


ARNOLD Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo, Fia, Ind 


lowa, Ky., Mich 


Minn., Mo. Neb, N.C 


Ohio, $ D., Texas, W 
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POLICIES 


Western & Southern 
Introduces Family 
Term Rider Plan 


Western & Southern Life has intro- 
duced a new family term rider which 
allows the husband to add by rider to 
his own coverage insurance protection 
for his wife and children, including 
step-children and legally adopted chil- 

ren. 
: Children born after the addition of 
the rider are automatically insured at 
age 14 days and there is no increase 
in the premium regardless of the num- 
per of children. The insurance cover- 
age on the wife is term insurance to 
age 60 and for the children term to 
age 21 or age 60 of the wife if earlier. 
The maximum amount of insurance 
on the wife is $5,000 or not more than 
half of the husband’s insurance. Term 
insurance on each child is equal to 
half that on the wife. 

Premiums depend on both the age 
of the husband and the wife but not 
on the ages or number of children. The 
plan may be generally written on fam- 
ilies where the wife is as much as 
five years older or 10 years younger 
than the husband. The rider may be 
attached to most Western & Southern 
policies either issued currently or al- 
ready in force providing the face 
amount is at least $3,000. 

Decreasing term riders on the life 
of the husband may be added to the 
policy on the same basis that applies 
toother policies. 

Double indemnity may be included 
on the life of the husband but not on 
the life of the wife or children. In 
the event of the death of either the 
husband or the wife, the remaining 
term insurance under the rider be- 
comes paid-up. 

The rider may be issued in cases 
where either or both the husband and 
wife are substandard, the husband 
through class F and the wife through 
class C. 
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. one of those versatile, 
rugged individualists who is 
frankly in this business for the 
money? 

Then we want YOU 
+ .. and, when you learn about our 
astonishing new ‘'4-Star Contract”... 

You'll want US! 
Write (strictly confidential) to 
Evans M. Jacobson, Supt. of Agents 


Mutual Savings Life 


Opportunities in 
Arkansas, Indiana, 
lowa, Kentucky, 
Mississippi, 
Missouri, Ohio. 





St. Louis 12, Mo. 











Ohio National 
Adds Family Plan 


Ohio National Life, effective Aug. 
23, is introducing the family circle 
policy, a plan designed to provide life 
coverage for all members of the fam- 
ily in a single contract. 

A married man between the age of 
18 and 50 may apply for the plan, if 
his wife is at least 18 years of age and 
not more than 12 years younger, or 
10 years older than himself. All chil- 
dren, step-children and legally adopt- 

be w& 


ed children who have not reached 
their 18th birthday at the time of 
application are eligible for coverage. 
(Children less than two weeks old will 
not be included until they reach age 
15 days.) 

Each unit of the plan provides $5,- 
000 insurance on the husband, $1,250 
on the wife, if she is the same age as 
the husband, and $1,000 on each child. 
The wife’s insurance will be for more 
than $1,250 if she is younger, or less 
if she is older than her husband. The 
husband’s insurance is whole life cov- 
erage. The wife’s insurance is term 


insurance to the policy anniversary 
nearest the husband’s age 65. Each 
child’s insurance is term insurance to 
the policy anniversary nearest the 
child’s age 23 or the husband’s age 65, 
whichever is earlier. 

The term insurance is convertible 
as of its expiring date, to permanent 
insurance without evidence of insur- 
ability. The wife’s insurance may be 
converted to an equal face amount, or 
the child’s to five times the face 
amount, of insurance under the plan. 
The pian is available to husbands who 
are substandard through table H. 


~ 


Join The March To N-A-A-1-C” 





Top Commissions... Level A & H Renewals... 
a Life and Accident & Health Plan for Every Prospect 


More and more discriminating insurance men are 
learning that it’s smart business—profitable busi- 
ness—to work with the North American Accident 


Insurance Company of Chicago. 


Our agents are satisfied agents because in our 
70 years of service to personal insurance under- 
writers, Our Commitments have always been rigidly 
adhered to...our relationships personal and friendly. 


materials, etc. 


achievements. 


Unbeatable*Agency Contract—(Ask any North 


American Agent what he thinks of his contract!). 


No Branch Office to compete with you. 


FOUNDED 1886 





Strictly American Agency System. 


Concrete Assistance to get you off on the right 
foot: hard-hitting sales aids, ad mats, promotional 


Extra Incentives to supplement your production 


If you are interested in making money—not just 
today, but years from now—write 


S. Robert Rauwolf, Vice President 


* . . . the familiar abbreviation for the North American 


Accident Insurance Company of Chicago—one of America’s 


oldest and strongest stock companies. 


American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT «- HEALTH 


ie 209 SOUTH LASALLE STREET - 


CHICAGO 4, ILLINOIS 
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NEWS OF LIFE POLICIES 





Equitable Society 
Introduces Family 
Security Package 


Equitable Society has introduced a 
new family insurance package, known 
as the family security policy, which 
combines in a single contract an en- 
dowment on the husband at age 65, a 
lesser amount of endowment on the 
wife and term on the children. 

A national advertising campaign in 
newspapers, magazines and radio to 
introduce the policy now is being 
scheduled. 

The family security policy is avail- 
able for face amounts of $3,000, $4,500, 
$6,000, $7,500 and $9,000 on the life of 
the husband, with coverage for wife 
and children scaled accordingly. The 
maximum limit is three units, corres- 
ponding to $9,000 on the husband. 

Each unit provides $3,000 endowment 


on the husband and $1,000 endowment 
on the wife. Maturity date is the 
policy anniversary nearest the hus- 
band’s 65th birthday. Also, $1,000 of 
term is provided on the life of each 
child until his 25th birthday or the 
endowment maturity date of the policy, 
if earlier. 

Children under age 18 when the 
policy is issued are eligible for cover- 
age, and those born after that time are 
covered automatically. Coverage begins 
after a child is 14 days old. Each child 
may convert his term at the expira- 
tion date for a maximum amount equal 
to five times its expiration value. 

The family security policy follows 
by a few weeks the introduction of a 
family protection plan which provides 
whole life on the husband and term 
on the wife and children. The family 
security policy emphasizes thrift, while 
the family protection plan stresses pro- 
tection. Details of the protection plan 
were reported in the July 19 issue of 
THE NATIONAL UNDERWRITER. 








benefits: 


A separate Malignancy benefit for Cancer 


A Physical Therapy, X-Ray and Radium 
benefit for non-malignant conditions 


A Prescription benefit for drugs and medi- 


cines 


A Specified Disabilities benefit for treat- 
ment of certain “dread diseases” 


A Prosthetic Appliance benefit for artificial 


limbs or eyes 


A Special Nurse benefit 


Some day? Why wait? Occidental’s standard 
group hospital, surgical and medical policie 
offer ALL these benefits—today! 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS. . 


WHY WAIT? 


SOME DAY, most standard Group hospital, 
surgical and medical plans may offer all these 


“A Star in the West..." 















THEY LAST AS LONG AS YOU DO!" 





Guardian Introduces 
Complementary Cover 
to Social Security 


Guardian Life has introduced an in- 
come benefit supplement rider to pro- 
vide complementary coverage to that 
given by the social security act. 

With issue age limits of 18 to 45, 
the rider is guaranteed renewable to 
the anniversary nearest the policy- 
holder’s 51st birthday. It may be sold 
with any new or existing Guardian 
non-cancellable disability income pol- 
icy. It is subject to a fixed elimination 
period of six months and provides 
$100 a month for total disability, pay- 
able to the policy anniversary nearest 
the 51st birthday. 

All appropriate policy provisions 
apply, including annual dividends and 
increase in benefits for annual or 
semi-annual premiums. 





Great Southern Life 


Increases Retention Limits 


Great Southern Life has increased 
its retention limits as follows: Age 
bracket 0-60: $125,000 for standard, 
$100,000 for tables 1-2, $75,000 for 
tables 3-4, $50,000 for tables 5-6, and 
$25,000 for tables 8-16; age bracket 
61-65: $100,000 for standard, $75,000 for 
tables 1-2, $50,000 for tables 3-4, and 
$25,000 for tables 5-6; age bracket 66 
and above: $50,000 for standard, $40,- 
000 for tables 1-2, and $20,000 for tables 
3-4. The company’s maximum issue 
limit for any one life is $1 million, in- 
cluding previous insurance in force. 


Eastern Offers $15,000 Special 


Eastern Life has introduced an “ex- 
ecutive preferred policy’”—life paid up 
at age 90—with an optional increasing 
20-year term supplementary contract. 





The policy, with a minimum issue of 
$25,000, has a level premium for the 
first 15 years and a 10% reductig, 
thereafter. Insured may borrow up 
95% of the first year’s cash value ip, 
mediately. The term rider increasy 
from $100 the first year to $2,000 th 
20th year, so that loans will be Trepaij 
and the death benefit will be at leay 
the face amount of the policy when th 
insured dies. Cash values are high, 





Continental Liberalizes 
Settlement Options 


Continental Assurance has adoptej 
a new, more liberal settlement optio, 
arrangement for beneficiaries who may 
now leave the proceeds on deposi 
with the company under the interey 
option, subject to withdrawal and ele. 
tion of any other option in the policy, 
at any time. Formerly, the electioy 
of the life income option was limita 
to a period of two years following the 
death of the insured. 

If the life income option is electa 
more than two years following the 
death of the insured, the rates tha 
will apply will be those in effect up. 
der policies then being issued on the 
date the first payment is made unde 
the life income option. This modifica. 
tion applies only to the primary bene. 
ciary. 





First National Schedules Parley 

First National Life of Phoenix has 
scheduled its eastern regional conven. 
tion for Aug. 29-31 at Hotel Ocean 
Forest, Myrtle Beach, S. C. Agents 
from Virginia, the Carolinas, Tennes- 
see, Georgia and Florida will attend, 





Preferred Life & Health is being or- 
ganized at Kansas City. The new con- 
pany is authorized to issue up to 25,000 
shares of $1 par value common stock. 





a Worthwhile, and, Pewarding Concer 


Woodmen of the World offers 
the most liberal contract 
available, anywhere! 
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Woodmen's many ‘‘plus’’ benefits provide 
excellent selling points for its protection. Every 
member is entitled to unlimited free treatment for 
pulmonary tuberculosis at a hospital 
near his home. This is not part of the Society's 
insurance contract; it is a free fraternal 

service after one year s membership ... 
\ part of the difference which makes a 
\ - Woodmen membership so valuable. 


Unlimited Free Treatment for Pulmonary Tuberculosis 


‘, WOODMEN ;: WORLD 


< LIFE INSURANCE SOCIETY 


Home Office: 1708 Farnam Street 


World's Financially Strongest Fraternal Benefit Society 
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For full details, write: 


T. E. Newton, Field Manager 
Dept. 8-WNU 

Woodmen of the World 
Insurance Bidg. 

Omaha 2, Nebraska 
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PREMIUM-PAY TEST, TOO 


See Congress Delaying 
Life Company Tax Bill 


Until Next Session 


WASHINGTON—It now appears 
that tax legislation relating to life in- 
surance companies will be held over 
until the next session of Congress. It 
is understood that nothing will be done 
at the current session. 

Rep. Cooper, chairman of the ways 
and means committee, has said his 
group will begin public hearings on 
the matter Jan. 7. This suggests the 
possibiltiy that taxation of life compa- 
nies may come up then, unless Con- 
gress decides to deal with it separate- 
ly in general tax legislation. 

The present stop-gap law applies 
to the 1957 taxable year. Congress will 
have until next March 15 to extend 
or amend the law for the 1958 taxable 
year or later. 

Meanwhile, the Mills subcommittee 
pill to remove tax inequities and un- 
intended benefits from the internal 
revenue code has been stymied by the 
House rules committee recommenda- 
tion for an open rule to permit a sep- 
arate vote on Rep. Curtis’ amendment 
to strike out the provision for modi- 
fied restoration of the premium pay- 
ment test. This measure also may re- 
ceive the attention of the ways and 
means committee next year. Rep. 
Mills has refused to call up his bill 
under the open rule on the grounds 
that it would set a bad precedent. 








60% of Life Coverage 
in Texas Bought From 


Out-of-State Insurers 


DALLAS—Approximately 60% of 
the $20,295,111,235 of life insurance in 
force in Texas at the end of 1956 was 
in out-of-state companies, according 
to a tabulation of data included in the 
1957 edition of “The Texas Life Rec- 
ord,” annual statistical book published 
by The Insurance Record, Dallas. 

Concurrently it was established that 
producers for Texas companies topped 
their out-of-state competitors by less 
than $5 million in sales of ordinary 
insurance, writing $1,728,255,943 out 
of a grand total of $3,451,917,650. 

The figures were obtained from re- 
ports of 443 legal reserve insurers, with 
297 of them being domiciled in Texas. 
Some of the totals follow: 

Insurance in force—ordinary, $12,- 
537,514,371; group, $5,955,056,339, and 
industrial, $1,802,540,525, for a grand 
total of $20,295,111,235. Of these totals, 
Texas companies reported ordinary of 
$6,229,517,536, group of $1,110,673,439 
and industrial of $936,802,185, for a 
total of $8,276,993,160, as compared 
with $12,018,118,075 for out-of-state 
companies. More than $3.7 billion of 
the difference was accounted for by 
group alone. 

In the production of new business 
of all types, agents of Texas compa- 
nies ended the year with a total of 
$2,666,143.816 as compared with $2,- 
937,357,324 for agents of out-of-state 
companies, with the latter leading in 
new group and industrial. 





Indianapolis CLUs Honor 


Krueger of State Life 


Edward A. Krueger, conservation 
Supervisor, State Life of Indianapolis, 
was given an engraved wall plaaue 
In recognition of his 25 years service 
as publicity chairman for the Indi- 
anapolis CLU chapter. The award was 
made on behalf of the chapter mem- 
bership by James E. Bettis, immedi- 
ate past president of the chapter and 
general agent for Berkshire Life, at a 
recent luncheon meeting. Among 


those who extended their messages of 


congratulation were Fitzhugh Traylor, 
president of American Society of CLU 
and a member of the Indianapolis 
chapter, and Richard H. Englehart, 
president of Indianapolis CLU, both 
with Equitable Society. Mr. Krueger 
has served as president of the Indi- 
anapolis chapter, as a director and na- 
tional treasurer of American Society 
for eight years, and as CLU national 
convention press representative for 16 
years. He entered insurance as a gen- 
eral agent for State Life in 1922 at 
Denver, and went to the home office 
in 1929. 


Pru Breaks Ground for 
South Jersey Building 


Ground has been broken for Pru- 
dential’s $1 million southern New Jer- 
sey regional office building at Mill- 
ville. President Carrol M. Shanks 
turned the first shovelful of earth, 
which was placed in a specially con- 
structed box that will become a part 
of the archives. 

Among the 450 guests at the ground- 
breaking ceremony and the outdoor 
reception which followed were 300 


employes of the temporary headquar- 
ters of the office, company executives 
and municipal officials. A shovel with 
a specially-made glass blade was used, 
symbolic of the region’s glass industry. 





Southeastern Life of Hattiesburg, 
Miss., has appointed R. Howard Lucius, . 
formerly regional manager of Fidelity 
Union Life of Texas, as director of 
agencies to succeed Wayne J. Herring, 
resigned. W. Anderson Baker, director 
of group creditor life, was elected as- 
sistant vice-president. 
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...with the new 


“PROBLEM of I 


sales film 


“..one picture 
is worth 10,000 words!” 


Startlingly different, Pacific Mutual 
audio-visual sales films quickly visualize 
the need. The pay off is extra sales! 


--.a@ company that looks to the future! 


How Pacific Mutual does more 
for its Life Underwriters 


b. 6 
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The newest addition to Pacific Mutual’s battery of 
powerful audio-visual sales aids is “The Problem of 
Life.” The “Problem of Life” film, like other Pacific 
Mutual sales films—on Business Insurance, Group 
Insurance, etc., provides the ideal approach for the new 
or experienced Agent and sets the stage for the sale! 


Pacific Mutucl, 
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With the introduction of “The Problem of Life,” Pacific 
Mutual has added another building block to the array 
of powerful, up-to-date sales aids the company makes 
available to its field force. 
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Who Sells Second-Hand Life Insurance? 


“Sales of new life insurance” is an 
expression that is widely used in com- 
pany and agency bulletins, house or- 
gans and news releases. But why the 
word “new”? So very little second- 
hand life insurance is sold that it 
seems hardly necessary to be so me- 
ticulous about specifying that the in- 
surance sold in the month, quarter, or 
other period was “new.” 

When there is a transfer of a life 
insurance policy for a valuable con- 
sideration, the policy so purchased 
could doubtless be considered second- 
hand. But other than that we can’t 
think of a life insurance sale that 
could be considered to be anything but 
the sale of new insurance. And any- 
way, not even the most hair-splitting 
reader seeing a company or agency 
sales figure that failed to specify thai 
it referred to “new insurance” would 
wonder whether the amount contained 
any second-hand insurance, because 
in the transfer-for-value situation the 
sale isn’t made by either a company 


or agency but by the policy owner. 

Doubtless the habit of specifying 
“new” insurance arose from a wish to 
distinguish it from renewal business. 
Possibly many years ago there were 
companies that would try to kid the 
gullible reader into swallowing a 
sales-plus-renewals figure as _ consti- 
tuting the company’s sales. But we 
can’t recall any company trying such 
a stunt, at least in recent years. 

If it was ever necessary to specify 
“new” business to distinguish it from 
renewal business, certainly the need is 
long past. It would seem that “new” 
life insurance sales are in the same 
class as the “noon luncheon” in being 
almost 100% tautological. 

Elimination of the word “new 
would not only make the reference to 
life insurance sales more precise but 
also keep the non-insurance reader 
from getting some hazy idea that 
maybe there is a large and active 
market in second-hand life insurance. 
—R. B. M. 


” 


Are Popular Euphemisms Really Helpful? 


In the midst of the hue and cry 
about what is wrong with agents and 
the agency system, his competitive 
problems or lack of them, his need to 
advertise and how, one fact emerges 
clearly. There is nothing wrong with 
the agent or the agency system that 
more honest selling won’t cure. It is 
not enough just to talk and write 
about it. 

But agents do not like to think of 
themselves or have others think of 
them as “salesmen.” Selling, in spite 
of all copy written about it, is, sur- 
prisingly, regarded with some disdain 
or at least misgiving by many insur- 
ance men. How did this come about? 

After all, in spite of the many things 
besides sell that the insurance agent 
does, he is first and foremost a sales- 
man. Selling is his primary function. 
Yet many producers regard it as be- 
neath their dignity to compete for 
sales. Possibly it is the desire to be 
“professional” which fixes some sort 
of stigma on selling in the minds of 
those who do not realize that he who 
does the particular kind of selling the 
good agent does is a professional in 
every sense of the word—and that the 
producer who doesn’t do that selling 
is not a “pro” in any sense of the term. 

To some extent the less experienced 
and sophisticated agents tend to be- 
come over-fascinated by popular eu- 
phemisms such as “advisor,” “consult- 
ant,” etc. A few may even use their 
idea of what these terms mean as a 
high class excuse for being low class 
lazy and not doing the hard work 
agency selling is. After all, the mark 
of the professional—lawyer, doctor, 
etc.—is hard work and constant learn- 
ing. Also these “pros” do their own 
particular kind of selling—personal 
selling—all the time. 

Certainly the insurance agent is 
more than a salesman, and he is a 
particular kind of a salesman. He is a 
consultant, and advisor. But, essen- 
tially he is a salesman. All the con- 


sultation, service and advice in the 
world do not mean a thing unless he 
also sells his product. Selling is the 
only way in which he can bring his 
special consultative, advisory service 
to more and more users. 


Efforts of agents to achieve profes- 
sional status in the eyes of insured 
and their fellow agents is a fine ob- 
jective and deserves every encourage- 
ment. But failure to sell is one sure 
measure of ineffectiveness. If these 
euphemisms foster this desire, fine. 
But, if they are confusing insurance 
men themselves, it’s time to avoid 
using them.—Robert C. Dauer, assist- 
ant editor, FC&S Bulletins. 


PERSONALS 


Hugo Victor, member of the Victor- 
Winter agency of Minnesota Mutual 
Life at St. Paul, is in a hospital at 
Chisago City, Minn., with a broken 
back. His wife also is there with a 
broken back and other injuries, as a 
result of an auto accident while the 
couple was on its way to a summer 
home at Deer Lake, Wis. 








Paul MacNamara, chairman of North 
American Life of Chicago, underwent 
abdominal surgery this week at Evan- 
ston hospital. The operation was a suc- 
cess. He is recovering rapidly and 
plans to take part in the company’s 
50th anniversary banquet ceremony at 
the Edgewater Beach hotel, Chicago, 
Sept. 5. 


J. Russell Townsend, general agent 
for Equitable Life of Iowa at Indi- 
anapolis and state senator in charge 
of Indiana legislature’s special com- 
mittee investigating A&S, has been 
called for two weeks of active duty 
with the navy, in which he holds the 
rank of lieutenant-commander. His 
duty station will be the Insurance 
Branch, Office of Naval Material, 


Washington, D. C. Mr. Townsend was 
assigned to the same office during 
World War II. 


Fred A. Lumb, New England Life 
Grand Rapids, has been named to aj 
advisory committee assisting a speciaj 
Michigan senate committee studying 
the impact of state and local taxes op 
Michigan business. ‘ 


Thomas S. Hession, assistant vice. 
president of Occidental Life of Calj. 
fornia, has been elected to the board 
of governors of National Counter Ip. 
telligence Corps Assn. Mr. Hession 
served three years in the army’s coun. 
ter-intelligence corps during Worl 
War II. 


Robert R. Kirkpatrick, city mort. 
gage supervisor of Mutual Benefit Life, 
has been awarded the _ professional 
designation of “member of appraisa] 
institute’ (MAI) by American Insti. 
tute of Real Estate Appraisers for com. 
pleting a difficult course of study and 
meeting stringent professional require. 
ments. 


Mr. and Mrs. John D. Marsh of 
Washington, D.C., have announced the 
birth of a daughter, Valic Rachel. Mr. 
Marsh is general agent of Lincoln Na- 
tional Life and a prominent stock. 
holder of Variable Annuity Life, which 
he was instrumental in organizing. 


DEATHS 


JELKS H. CABANISS, 70, general 
counsel and a director of Protective 
Life since 1917, died unexpectedly 
aboard a train in North Dakota on 
his way to Canada. He was a member 
of the Birmingham law firm of Ca- 
baniss & Johnston and in 1940 was 
chairman of the legal section of Amer- 
ican Life Convention. 

ISIDOR SIEGEL, 76, who retired as 
district manager of Metropolitan Life 
at New York in 1947 after 47 years 
with the company, died in University 
hospital at New York. 


G. A. BODENHEIM, .with South- 
western Life at Longview, Tex., for 
more than 50 years, died. Mr. Boden- 
heim, who died on the eve of his 84th 
birthday, was the oldest man in point 
of service with Southwestern. He was 
mayor of Longview from 1901 to 1921. 


C. ARTHUR KULP, 61, dean of 
Wharton school, died at University 
hospital in Philadelphia. He began 
teaching n 1919 and became a profes- 
sor in 1928. He became chairman of 
the department of insurance at Uni- 
versity of Pennsylvania in 1952 and 
dean of Wharton school in 1955. 

At his death he was vice-president 
of Casualty Actuarial Society. He was 
past president of American Assn. of 
University Teachers of Insurance and 
for a time was vice-president and 
chairman of the executive committee 
of American Academy of Political and 
Social Sciences. 

The author of several books, his text 
on casualty insurance is considered one 
of the authoritative books in_ that 
field. He initiated at Wharton school 
one of the first courses, if not the 
first, on social insurance taught in the 
U. S. Later he served as adviser in 
the planning of the social security sys- 
tem now in effect. He was a member 
of the federal advisory council to 
U. S. Department of Labor and U. S. 
Railroad Retirement Board. He helped 
set up unemployment insurance I 
Pennsylvania, New York, New Hamp- 
shire and Massachusetts. He lectured 
part time in economics at Columbia 
university, 1937 to 1950. 
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R. Wayne Allison 
Regional Director 
of National, Vt. 


R. Wayne Allison of Milwaukee has 
peen appointed regional director of 
agencies of Na- 
tional Life of Ver- 
mont, effective 
Sept. 1. He suc- 
ceeds Elmer C. 
Bergmann of 
Mount Vernon, Ia., 
who died recently. 

Mr. Allison, who 
has been National 
Life’s | Wisconsin 
general _ agent 
since 1945, will be 
in charge of 17 
general agencies 
in 11 middle western states and in 
Alabama. His headquarters will be in 
Milwaukee. 

Mr. Allison was general agent in 
Chicago for Monarch Life of Spring- 
field, Mass., for eight years before 
joining National Life. Earlier he was 
in the general insurance business in 
Glen Ellyn, Ill., for five years. He is a 
past president of Milwaukee CLU chap- 
ter and a former director of Milwaukee 
Life Underwriters Assn. 





R. Wayne Allison 





Appoint Dotterweich to 
American College Staff 


Walter W. Dotterweich Jr. has been 
appointed director of educational pub- 
lications of Amer- 
ican College, ef- 
fective Sept. 16, to 
succeed J. C. 
Keir, who will be- 
come director of 
educational serv- 
ices on Sept. 1. 

Mr. Dotterweich 
has been a senior 
economist of Pru- 
dential. He pre- 
viously was an 
assistant professor 
of insurance at 
Butler university and part-time in- 
structor of insurance at University of 
Pennsylvania. He has done sales train- 
ing and management consulting in 
A&S. He is a CLU and CPCU and has 
been on the board of graders of Amer- 
ican College for several years. He now 
is doing research for his doctoral dis- 
sertation on hospital, medical and sur- 
gical coverages for the aged. 





W. W. Dotterweich Jr. 





Commissioners of Zone 6 
to Meet at Seattle 


Commissieners of Zone 6 of National 
Assn. of Insurance Commissioners will 
meet at Seattle Sept. 8-10 at the Olym- 
pic hotel. Commissioners Sullivan of 
Washington and McConnell of Cal- 
ifornia were among persons who met 
recently in San Francisco to outline a 
fire and casualty agenda for the ap- 
proaching meeting. Messrs. Sullivan 
and McConnell stated that the agenda 
also would include matters relating to 
life, disability and other segments of 
the insurance business and that the 
agenda for these would be determined 
after informal consultation with repre- 
sentatives of these groups. 


Rocky Mountain CLUs 
Elect John J. McDonald 


John J. McDonald, Columbian Life, 
has been elected president of the 
Rocky Mountain CLU chapter at Den- 








ver, succeeding Bernard S. Rosen, 
State Mutual Life. Other new officers 
include C. G. Huskinson, Acacia Mu- 
tual Life, vice-president, and Harold 
- Tracy, Penn Mutual Life, secretary- 
weasurer. Elected to the board were 


Thomas Smeester, 


) Security Mutual 
Life of Nebraska; Richard Barnes, New 
York Life, and John V. Hovey, Con- 
necticut Mutual Life. 





Time of Milwaukee 
to Enter Life Field 


Stockholders of Time of Milwaukee, 
an A&S insurer, have approved plans 
for the company to enter the life field. 
R. L. Paddock, president, said plans 
for the new step are still in the forma- 
tive stage but that the company ex- 
pects to be ready to enter the life 
business by the end of the year. He 
said the company’s 950 agents in 17 
states are already quite active in the 
life business. Time expects to collect 
about $7 million in A&S premiums this 
year. 

The company has added two new 
directors to its board, raising the num- 
ber to seven. They are H. S. French, 
vice-president and trust officer of 
Marshall & Ilsey Bank, Milwaukee, 
and Carroll Lewis, assistant vice- 
president and manager of Time’s 
claims department. J. N. Gillespie, 
who has been with the company for 
four years, was named treasurer, a 
post formerly held by Mr. Paddock. 





MacDonald New LOMA 
Managing Director to 
Succeed L. R. Woodard 


Roy A. MacDonald has been ap- 
pointed managing director of Life Of- 
fice Management 
Assn., effective 
Oct. 1, to succeed 
the late L. Ray 
Woodard. Mr. Mac- 
Donald will be 
introduced at 
LOMA’s annual 
conference Sept. 
23-25 at Washing- 
ton, D. C. 

Mr. MacDonald 
has been director 
of company rela- 
tions of Health In- 


surance Assn. of America at Chica- 





R. A. MacDonald 


go. He entered insurance with Sun Life 


of Canada in 1946. He later was with 
Great-West Life and served as direc- 
tor of company relations of the former 
Health & Accident Underwriters Con- 
ference. He was named a fellow of 
Health & Accident Underwriters Con- 
ference Institute in 1949 for his study 


of the underwriting of substandard 
risks, the first such award made by 
the institute. 

Mr. Woodard joined LOMA in 1928 
and had been secretary-treasurer for 
six years prior to last September when 
he was named managing director to 
succeed Frank L. Rowland, who re- 
tired. Mr. Woodard died unexpectedly 
of a heart attack in May. 





Guernsey, Niehaus in 


Top Post of Gulf Life 


JACKSONVILLE, FLA—S. Ken- 
drick Guernsey, president of Gulf Life 
since 1953 and with the company since 
1928, has been advanced to chairman, 
and M. S. Niehaus, a veteran of 30 
years service, who has been executive 
vice-president and treasurer since 1955, 
has been promoted to president. 

The former chairman, former U. S. 
Sen. Scott Loftin, died in September, 
1953. 





George S. Ashley Jr., vice-president 
of Bankers Service Life of Oklahoma 
City for five years, has been named 
vice-president and director of home 
office insurance functions and a direc- 
tor of Hospital Benefit of Phoenix. 





Executives and Key Personnel are one of 
America’s greatest AGS markets 
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SALARY 


e High indemnities for long periods. 


SELL THIS MARKET 
through Provident 






CONTINUANCE 
PLANS 


for groups of five or more 


e Long Term Salary Continuance on a guaranteed basis. 


e Provident’s exclusive 10-12 Plan, also guaranteed renew- 
able at a guaranteed premium. 


e One year renewable term, with guaranteed conversion. 


We help you design the particular plan that will do the 
best job for the most exacting client. 


BROKERAGE BUSINESS INVITED 


CHATTANOOGA 


1887 — 70th Year —1957 











12 


HeNATIONAL UNDERWRITER 








HOME OFFICE CHANGES 





Mutual of New York 


Alan G. Baker Jr. has been named 
sales promotion assistant in the group 
department of Mutual of New York. 
He entered insurance with Liberty 
Mutual in Brooklyn in 1951 and joined 
Insurance Society of New York as ed- 
ucational assistant in charge of public 
relations in 1955. 


Union Mutual 


Richard G. Kendall has been ap- 
pointed director of personnel of Union 
Mutual. He has been administrative 
assistant to the general manager of 
North American Philips Co. He is past 
chairman of the Maine state person- 
nel board and a trustee of the Maine 
state retirement system. 


Prudential 


Robert W. Harvey, executive gener- 
al manager of administration at the 
Houston home office since 1953, has 
been elected a 2nd vice-president and 


assigned to the planning and develop- 
ment department at the Newark home 
office. He succeeds Thomas A. All- 
sopp II, 2nd vice-president, who has 
been transferred to Prudentials’ dis- 
trict agencies department. J. Robert 
Reynaud, director of methods in the 
general office administration depart- 
ment since 1956, has been named exec- 
utive general manager to succeed Mr. 
Harvey in Houston. John J. Marcus, 
assistant actuary in the actuarial and 
new business department since 1951, 
has been named an associate actuary. 
Frank H. David, associate actuarial di- 
rector since 1955, has been named an 
assistant actuary. Frank Kaepplein Jr. 
and Clifford H. Whitcomb, both as- 
sistant directors of accounting in the 
comptroller’s department since 1955, 
have been named assistant comptrol- 
lers. J. Joseph Bates, associate director 
of group underwriting since 1954, has 
been promoted to director. Francis W. 
Evans, associate director of A&S un- 
derwriting since 1952, has been pro- 
moted to director. Mr. Harvey joined 








CAN YOU COMPETE? 


-HERE’S YOUR ANSWER! 


HOWARD W. 





THE 





GENERAL AGENT. 


OPPORTUNITY 





CAN YOU PROSPECT? 


Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 

Can you inspire and show others “how to”? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 


Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 
Write, Wire, Phone 
FREDERICK E. JONES, President 
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and Director of Agencies 
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COLUMBUS 15, OHIO 
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Growing Life-Fire Alliance to Bring ‘Packaging’ 


(CONTINUED FROM PAGE 1) 





ingle policy but as a single file con- 
ining all of insured’s insurance and 
the records pertaining to it, the pros- 
yect is not fantastic. On the outside of 
; flat briefcase or file is the name of 
insured, along with a list of the cover- 
ages inside. At the bottom is printed 
the name of one agent, with his tele- 
phone and address. 

Now one package of all insured’s 
personal coverages does not sound so 
probable. It isn’t even new. It is not 
even new to have all one man’s per- 
sonal insurance written in one compa- 
ny by one agent. 


What is new is the remarkable tide 
of interest by fire and casualty com- 
yanies in the purchase or organization 
of life company affiliates. More than 
adozen of these life-fire-casualty com- 
yinations have been formed in the past 
year, and more are on the way. Some 
of them are very substantial. Only a 
New York law which is expected to be 
changed next year stands in the way of 
life companies buying or organizing 
fire-casualty affiliates. This whole 
trend may bring about the widespread 
promotion and sale of the single, full 
package of personal insurance more 
quickly than was considered possible. 

If life companies with debit agents 
entered the personal auto and dwell- 
ing field, the agency companies will 
really move. These insurers are not 
afraid of ordinary life agents. In the 
fully multiple line company there al- 
ways has been a certain drift of life 
agents from life to fire and casualty 
(very seldom the other way). But the 
debit agent makes collection calls once 
amonth or once a week and could just 
as readily handle the personal fire and 
casualty lines as he does the life busi- 
ness. The big thing is the regular, fre- 
quent incidence of positive, face to face 
contact with insured. 


This combination of life, fire and 
casualty companies is a trend big 
emough and strong enough to exert ap- 
preciable influence on the pattern of 
insurance merchandising. Under these 
circumstances, wouldn’t it be wise of 
the agent to ask himself: “Will I for 
very long have the option of selling or 
not selling all lines including life?” 

One local agent recently commented 
that he was having no problem selling. 
All he has to do is to get 20 or 30 
ninutes of the prospect’s uninterrupted 
attention. Why no trouble selling? Be- 
tause by selling every kind of insur- 
ance, including life, fire, A&S, liability, 
and all, in every interview he finds at 





SELECTION TOP 
LIFE A & H POSITIONS 
$8500-$18,000 

East Group Manager—well established 

life Company entering Group Field. 
$10,000 

M. West Life Und. Manager—Medium 

sized company in City under 100,000 pop. 


(over 50 years old) 9,000 
W. Coast A & H (Non-Can) Undr.— 
Home Office A-1 Company. 8,500 


East Life-A & H Claim Mgr.—Home Of- 
fice old Eastern Co. Very desirable living 
area, 9,000 
M. West Pension Actuary—Leading or- 
ganization, open for Pension Executive. 
18,000 
Insurance positions available all sections 





of Country. Write for information “How 
we operate.” No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Ill. 
HArrison 7-9040 











least one point at which the prospect 
is so improperly or poorly protected 
that even he, the prospeci, is con- 
vinced. 

The average local agent has tended 
to look upon personal business as small 
items not worth too much cultivation. 
Cultivation was for the commercial 
business. Many agents today still cling 
to this notion. Yet the householder is 
rare today who does not spend at least 
$300 a year for life insurance, dwelling 
fire, EC, theft, CPL, accident and sick- 
ness, major medical and hospitalization 
—and many spend much more. But 
$300 a year is equal to a small com- 
mercial account. These are important 
amounts of money and will attract vig- 
orous competition. 


There is the possibility here of the 
local agent ending up with one compa- 
ny or one company group. But the local 
agent can do this kind of business any 
day of the week—and some do. Life 
companies are eager to do business 
with the local agent, and he can make 


his own combination, build his own 
one-file of insurance for the personal 
customer, arrange financing and meet 
competition while it is still around the 
corner. 

Is such an idea apt to become popu- 


lar? No one knows. But in one small 
midwest city in a recent week two 
clients of a local agent asked him if 
he could get all their insurance in one 
policy—“We are tired,” they said, “of 
fooling around with so. many policies.” 

















qualified General Agents in selected areas. 


Loyat Protective Lire INSURANCE 


Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
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BOSTON 15, MASSACHUSETTS 





















Now... the more life insurance you buy 


the less you pay per thousand .. . with 


4-DIMENSIONAL 


Premium Rates 


The 


Lincoln National’s new 4-Dimensional life 
insurance rates are based on age, plan, insura- 
bility, and amount of insurance. The more you 


buy, the less you pay per thousand. 


These new 4-Dimensional premiums are an- 
other reason for our proud claim that LNL is 


geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Charactez 
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FIELD CHANGES 





Occidental of California 


George K. Keen has been appointed 
general agent at Dayton, O. He pre- 
viously was with Occidental for two 
years at Dayton, but more recently 
was with Crown Life. 

Leonard A. Knobbe has been ap- 
pointed assistant manager at St. 
Louis. He has been an agent at St. 
Louis since 1953. 


Continental Assurance 


Larry J. Miller has been appointed 
general agent for Continental Assur- 
ance at Sacramento, Cal. He has been 
in insurance for 19 years, the past 10 
years being devoted to sales promo- 
tion and supervision. 


Old Line of Milwaukee 


E. Ted Williams and C. Jack Challes 
have formed Ted Williams and Asso- 
ciates as a general agency partnership 
in Long Beach, Cal., for the Old Line 
Life of Milwaukee. Offices are being 
opened at 4141 Norse Way in Long 
Beach. Mr. Williams entered the busi- 
ness in New Castle, Pa., with Provi- 


dent Mutual in 1935. He has been in 
California since 1942 and has repre- 
sented Constitution Life and later Citi- 
zens Life & Casualty. A native of Lon- 
don, England, Mr. Challes was in cloth- 
ing sales work in Canada before mov- 
ing to California in 1945 to go into in- 
surance with Beneficial Standard Life, 
later joining Citizens Life & Casualty. 


State Mutual 


Alexander H. 
Phillips has been 
named manager of 
State Mutual at agit 
Indianapolis to 
succeed Ross M. 
Halgren, who be- 
comes_ general 
agent emeritus. 
Mr. Phillips has 
been in the busi- 
ness five years. 


week | 


4. H. Phillips 





Pacific Mutucl Life 


Arthur V. Miller Jr. has been 
named manager of Pacific Mutual 
Life’s Newark group office. He pre- 
viously was there as home office rep- 
resentative since 1955. 

Pacific Mutual Life has opened a 
second agency at Louisville, located 
at 310 West Liberty and headed by 
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CALIFORNIA 


IND. & NEB. 





COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Denver 





San Francisco Los Angeles 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
‘ension Consultants 

William-Oliver Bldg. 
JAckson 3-7771 





Atlanta 











GA. VA.-N.Y. 
BOWLES, ANDREWS & TOWNE 
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Insurance Company M g t C Itants 
LIFE— FIRE— CASUALTY 
RICHMOND ATLANTA NEW YORK 











ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 











Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.I.A. Irma Kramer 
M. Wolfman, F.S.A. Wm. P. Kelly 
N. A. Moscovitch, F.S.A. D. W. Sneed 
A. E. Selweod 
FRanklin 2-4020 








MISSOURI 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 





ST. LOUIS KANSAS CITY 








NEW YORK 





Consulting Actuaries 

Auditors and Accountants 

Wolfe, Coreoran & Linder 
116 John Street, New York, N. Y. 








PENNSYLVANIA 





Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 











WASHINGTON & 
CALIFORNIA 





CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
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Andrew L. Cowherd. Mr. Cowherd has 
been in insurance seven years. The 
other Pacific Mutual agency at Louis- 
ville is managed by Thomas H. Wall. 


Equitable Society 


Named unit managers of Equitable 
Society are Stephen Eisen, New York 
City; Maurice P. Evans, Pittsburgh; 
Paul J. Fanning, Richmond, Cal.; Mey- 
er Kamin and George A. Helmstadter, 
Chicago; Henry Y. Jones, Louisville, 
and Leland C. Nelson, Otumwa, Ia. 

William E. Burney has retired as 
manager at Denver. The agency has 
been divided into two agencies, with 
Howard C. Nickels and T. H. Mosier 
as managers. Mr. Burney joined Equi- 
table Soceity in 1922, becoming dis- 
trict manager in Pueblo in 1924. Al- 
though he is giving up managerial 
work on the advice of his physician, 
he will serve the new agencies in an 
advisory capacity. Mr. Nickels has 
been assistant manager at Detroit 
since 1949. Mr. Mosier has been an 
agent at Kansas City and _ district 
manager at Emporia and St. Joseph. 
The new agencies will have the same 
address and share solicitation rights 
in Denver’s metropolitan area, Else- 
where, the Mosier agency will cover 
northern and western Colorado and 
have district offices at Greeley and 
Grand Junction. The Nickels agency 
will cover southern Colorado, includ- 
ing Colorado Springs, and have a dis- 
trict office at Pueblo. 


Prudential 


Robert L. Lupean has been named 
district manager at Chester, Pa., to 
succeed the late Anthony J. Mullen. 
Mr. Lupean has been working in Pru- 
dential’s training program for sales 
personnel for the past year. 

William H. Smith has been named 
district manager at Wyomissing, Pa., 
to succeed Ralph O. Miller, who has 
retired after 34 years with Prudential. 
Mr. Smith has been regional super- 
visor at Reading, Pa., since 1953. 


Kansas City Life 

Charles T. Lamkin has been ap- 
pointed general agent for Kansas City 
Life at Indianapolis with offices at 
108 East Washington street. His ter- 
ritory will comprise 36 counties in 
central Indiana. A life-long resident 
of Marion county, Ind., and a former 
FBI clerk, Mr. Lamkin has been in 
insurance since 1954. 


Columbian National 


Warren Ingalls has been named 
manager in Silver Springs, Md. He 
joined Columbian National after expe- 
rience with National Life of Vermont 
and seven years with Phoenix Mutual 
in Baltimore. 


New England Life 


A district group office has been 
opened in Portland, Ore., to serve Ore- 
gon and Cowlitz and Clark counties in 
Washington. Alden D. Lewis has been 
appointed district group manager for 
the area. The office is at suite 3, 1010 
South West 14th avenue. 


All American L.&C. 


F. M. Ferren has been named region- 
al vice-president of All American Life 
& Casualty of Chicago at Indianapolis. 
He was with Jefferson National Life 
as a general agent for 18 years and 
served more recently as regional direc- 
tor for that company. 


Bankers Life of lowa 

Rex D. Walker and A. Dalton Cash 
have been named group representa- 
tives, Mr. Walker at Atlanta and Mr. 
Cash at Dallas. Mr. Walker has previ- 
ous group insurance experience and 
Mr. Cash previous insurance experi- 
ence. 





Herbert R. Silverman, executive 
vice-president and a director of James 
Tolcott, Inc., a commercial financing 
organization, has been elected a direc- 
tor of Eastern Life. 


FRATERNALS 


W. O. W., Qmaha, Reports 


Gains in Assets, Sales 


New high gains in insurance in for, 
and assets in the past two years hay 
been reported by Woodmen of ti 
World, Omaha. With a gain of $23,879. 
548, insurance in force climbed to ; 
new high of $605,062,612. Howard y 
Lundgren, president, who made thi 
successful report at the society’s recep; 
national convention in New York City 
said the fraternal has maintained jt 
position as the world’s financial} 
strongest fraternal benefit society with 
reserve ratios (assets over liabilities 
greater than that of any other insy. 
ance organization. Assets increase 
$10,932,725, bringing the total to a ney 
high of $209,945,113. Benefits paid t 
members in the past two years totale 
$24,876,673. Since the society wa; 
founded in 1890, it has paid member; 
and beneficiaries $495,862,066. Wood. 
men members, numbering more thay 
427,000, received in 1956 the large 
savings refund in the society’s history, 
$2,200,000. Directors of the fraternaj 
elected vice-president John N. Coc 
Omaha, director for field and member. 
ship, an ex-officio member of th 
board. 








Manhattan Life has been license 
in Iowa, bringing its area to 32 state, 
District of Columbia and Alaska. 


PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 30 year 

old organization. 


1927-1957 
PAUL TEMPLE AND ASSOCIATES 
6355 NORTH CLARK STREEI 
CHICAGO 26, ILL. 





MANAGEMENT 
A CONSULTANTS 














O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company Management Consultants 
LIFE — FIRE — CASUALTY 
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Ralph B. Leonard & Company, Inc. 
25 Broad Street New York 4, N.t. 
Telephone Digby 4-7485 





“‘Proker-Dealers in Insurance Stock” 





Life — Fire — Casualty 
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Palmer Stresses Opportunity of Insurers 


(CONTINUED 


ON PAGE 15) 





United States increased from $73 bil- 
lion to $334 billion. 

“One of the unique qualities of the 
American citizen that has made this 
progress possible is the strong indivi- 
dual initiative of our citizens,” said 
Mr. Palmer. “Only in a country with 
such a foundation and only through 
citizens with this strong initiative 
could life insurance and a company 
like ours play such a vital role.” 


Decries Gimmicks 


c. Carroll Otto, veteran general 
agent in Detroit, told the meeting 
that the life blood of any company or 
organization is “responsible change,” 

Commenting on the current trends 
in the life insurance business toward 
special policies, variable annuities and 
sales gimmicks of all kinds, Mr. Otto 
urged that the company make changes 
“in the Mutual Benefit way.” Com- 
panies must solve their problems in 
their own way, rather than simply 
doing what others are doing, he add- 
ed. 
“There were companies which had 
20-payment life policies dated back 
seven years and with only 13 pre- 
miums payable,” Mr. Otto declared. 
“Of course there was a lien against 
the policy for the seventh year re- 
serve, which bore compound interest. 
The dividends and persistency bonus 
were to take care of that. What hap- 
pened? The lien with compound in- 
terest ate up the dividends, the per- 
sistency bonus and the reserve as 
well. Thirty years ago the companies 
were practically giving away non-can 
disability and we did not even have a 
waiver of premium. 

“Each generation or decade has 
problems and Mutual Benefit, with an 
experience of 112 years, is always fo- 
cusing the resulting perspective on 
the popular notions of the moment. 
Sometimes we join them. Sometimes 
we don’t—yet through the years the 
agents of the company have pros- 
pered, kept a sense of dignity and de- 
veloped increasing company pride. 
More than any other group of sales- 
men they have known how to tell the 
birds from the flowers, They had to 
learn to do it. 

“Those companies or salesmen who 
always wish to have the latest gadget, 
who wish always to play to the moods 
of the moment, are much like those 
who constantly seek diversion and 
never wish to be reminded of the 
eternal verities in life. Without the 
kind of principles which always have 
been maintained by the Mutual Bene- 
fit, companies, as well as salesmen, 
can sink in boredom and become prey 
to the huckster and pitchman who 
take our time and money and give 
nothing in return..... 

“I am suggesting that we maintain 
a critical and understanding attitude 
in appraising what the Mutual Bene- 
fit is doing and what the industry is 
doing and realize that there can be 
devolution in the world as well as 
evolution. 

“We think everything is progress 
only because ‘whatever happens’ is, 
by definition, progress. The fit sur- 
vive because whatever survives is, by 
definition, fit. It is not too difficult to 
see that certain organisms which have 
disappeared or seem likely to disap- 
pear look more fit to survive than 
some of those which are inheriting the 
earth. Nor is it unreasonable to think 
that certain principles relating to 
growth of companies, types of insur- 
ance, the place of life insurance in the 
economy as outlined by Elizur Wright, 


Jacob Green and Amzi Dodd may be 
higher and have more meaning than 
some of the practices which seem to 
be more fit and having a certain mar- 
ket today. My personal feeling is that 
in their attitude toward new products, 
merchandising, volume per se, our 
company has sought a position which 
might be called and has been called 
‘The Golden Mean.’ It’s good to be 
with a company of that character over 
the long pull. The short pulls we can 
take in stride.” 


Reports on Group 


Mutual Benefit Life has had its 
group policy approved by more than 
30 states, Robert C. McQueen, direc- 
tor of group insurance, announced. He 
assured the sales force the company 
would speed its activities in this area. 
He termed the company’s group policy 
“qa distinctive, attractive group life 
contract which we hope you will sell 
in great numbers.” In group life in- 
surance, new markets have opened up 
which accentuate the _ similarities 
rather than the differences between 
group and ordinary, the speaker ex- 
plained. 

“What is important to us as a life 
insurance company,” said Mr. Mc- 
Queen, “is that in properly selling and 
servicing these new group markets, 
the ability, training and experience 
of the Mutual Benefit agent seem to 
fit perfectly. Substantial amounts of 
life insurance lead to _ settlement 
agreements, estate plans, and other 
topics which require the services of a 
professional. Originally group insur- 
ance was little more than industrial 
insurance sold on a mass basis. To- 
day, except for welfare fund cases, its 
character has entirely changed, 

“We believe that the sale of group 
insurance and ordinary insurance 
should go hand in hand. One should 
lead to another. No one can say which 
partner should precede the other in 
opening the door, but their objectives 
are identical. People either die too 
soon—or they live too long. It is the 
function of life insurance to solve that 
problem, sometimes through the in- 
dividual policy approach, sometimes 
not.” 

S. S. Huebner, insurance educator 


and president emeritus of American 
College, said time was when people 
bought life insurance against the ex- 
pense of dying but that “there has 
come a change, one of the most im- 
portant in history, which now finds 
people buying because they feel a 
sense of responsibility to the family. 

. The day is coming when some- 
one, probably accountants, will actu- 
ally put a dollar value on life, just as 
property is appraised.” 

Leading agents honored were Max 
M, Matson, Cleveland, who led in 
earnings and sales volume; John O. 
Boner, Indianapolis, lives leader; Gor- 
don H. Little, Baltimore, and Mr. 
Boner, who led the first-year men in 
volume and lives respectively; Donald 
E. Stull, Cincinnati, and L. C. Kreh- 
biel, Wichita, volume-earnings and 
lives leaders, respectively, among sec- 
ond-year men, and Merritt Birch, 
Baltimore, who won the builder’s tro- 
phy for his work as an agency super- 
visor. 





Waldo D. Thorsen of the Parsons- 
Monroe agency at Chicago led all Mu- 
tual Benefit Life agents in volume for 
the first six months of this year. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Aug. 20, 1957 
































Current 

Bid Asked 
Aetna Life 186 190 
Beneficial Standard o.ccccccccccseseseese 19% 20 
Cal.-Western States ...... 88 90 
Columbian National .. 78 82 
Commonwealth Life ........ 2442 25% 
Connecticut General 286 292 
Continental Assurance 110 115 
Franklin Life .....0.00... 106 109 
Great Southern Life .......cccccccccccsssrcese 76 78 
Gulf Life 26% 27% 
Jefferson Standard ......cccccccsccccesesees 88 90 
Kansas City Life .... 1420 = ‘1450 
Life & Casualty .........ccccce 20% 21% 
Life Insurance Investors ... 15% 16 
Life of Virginia .................... 112 115 
Lincoln National... 205 210 
National L. & A. . 9942 102 
North American, III. 22 23 
N.W. National Life 82 85 
Ohio State Llife 300 310 
Old Line Life ......... 54 58 
Republic National 38 39 
Southland Life ........ 91 96 
Southwestern Life .. 110 115 
Travelers 79% 8034 
United, Ill. 244% 252 
Ne sr AMY <caldac ccc sated oka ceicanchsvtaeaiaasadaa 29% 31 
West Coast Life 4542 47 
Wisconsin National Life ..............0 64 67 





WANT ADS 








to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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Insurance Executive 


Chicago 4, Illinois. 


UNUSUAL CALIFORNIA 
BUSINESS OPPORTUNITY 


We can offer the man we select for the Chief Executive Post of a 
Newly-Formed, Well-Financed Life Insurance Company not only a 
fine climate in which to live but also, we believe, the opportunity 
of a lifetime. He would be headquartered in Los Angeles. He must 
be a man with good home office experience and knowledge of all 
administrative phases of Life Insurance operation (Production and 
Agency Experience Not Necessarily Essential). 


Our executive staff knows of this advertisement. 


If interested, please submit résumé of background to Box W-42, 
c/o The National Underwriter Company, 175 West Jackson Blvd., 


All replies will be held in strict confidence. 





GENERAL AGENT WANTED 
FOR CHICAGO 

This old line New England mu- 
tual company is looking for quali- 
fied man to take over established 
Chicago Agency. 

Agency now has more than $25 
million in force. Complete and ef- 
fective training and promotional 
programs available to assist in 
Agency building job. This can be a 
tremendous financial opportunity 
for man with proven Agency build- 
ing ability. 

Send complete résumé in confi- 
dence to G. BD. Covell, C.L.U., 
Agency Vice President. 


BERKSHIRE LIFE INSURANCE CO. 
PITTSFIELD, MASS. 








ACTUARIAL 
CAREER JOB OPENING— 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box V-75, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








CHIEF STATISTICIAN 
(NEW YORK CITY AREA) 
Chief Statistician to direct staff in research and 
planning activities in health and medical insur- 
ance. Age 30-55. Starting salary $9-$12,000. 
Write Box W-35, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 


Missouri Life Insurance Company special- 
izing in Credit Life is seeking a man to 
take complete g t. 

This man must have a good record and 
have at least 5 years experience in life in- 
surance management and sales and not 
over 40 years of age. He will be given an 
opportunity to purchase up to 50% of the 
stock. Send summary of life and life in- 
cmemee career. All replies kept confiden- 
tial. 

PROTECTIVE LIFE INSURANCE CO. 

P.O. BOX 65 

JEFFERSON CITY, MISSOURI 











DESIRES CONNECTION 


General Agency and g t pany in 
Indiana desires a connection with a Life, Health 
and Accident, and Hospitalization Insurance 
Company doing business in Indiana. State wide 
contract. Box W-30, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














CONSULTING ACTUARY 


Splendid opportunity for competent man 30-45 
years of age. Guaranteed salary, stock in com- 
any. Potential earnings $10,000-$20,000 per year. 
eplies held strictly confidential. Write, Phone 
or Wire; Clayton, Comer & Co., Actuaries and 
Insurance Printers, 530 Lucky Street N.W., At- 
lanta, Ga. 








SALES EXECUTIVE AVAILABLE 


Chartered Life Underwriter with nine years ex- 
perience including three years of successful 
agency organization and management seeking 
Home office connection with top casualty com- 
sony entering Life field. Write Box W-36, c/o 
he National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, III. 








AGENCY WANTED 


Successful unit mgr, large life and S&A co, 
Calif Attorney familiar with est. planning, 
desires own agcy Alameda-Contra Costa coun- 
ties, Calif, ord. only. Available until Sept. 15. 
Write Box W-38, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, lil. _- 
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ALC Promises Outstanding Program 


(CONTINUED FROM PAGE 1) 





tinguished individuals to whom ALC 
owes much. 

A program has been arranged for the 
ladies which centers on a daily break- 
fast hour gathering. One of the fea- 
tures of the program will be a visit 
to B’Hai Temple in suburban Wilmette. 
This temple is considered a wonder of 
modern architecture. 

The respective section chairmen will 
preside over the separate section meet- 


ings. 


° . . 
Chairman of the Lega! section is 
James P. Swift, vice-president and 
general counsel Southwestern Life. 


William P. Lynch, 2nd vice-president 
Prudential, is chairman of the Com- 
bination Companies section. Grant L. 
Hill, vice-president and director of 
agencies, Northwestern Mutual Life, is 
chairman of the Agency section. Walter 
S. Henrion, vice-president and treasur- 


er, Woodmen Accident & Life, is chair- 
man of the Financial section. 

In addition to President Lloyd, the 
program committee consists of O. Kel- 
ley Anderson, president New England 
Life, W. E. Bixby, president Kansas 
City Life; Joseph M. Bryan, chairman 
Pilot Life, and senior vice president 
Jefferson Standard Life; E. W. Craig, 
chairman National Life & Accident; 
Frederic W. Ecker, president Metropol- 
itan Life; Edmund Fitzgerald, president 
Northwestern Mutual Life; G. L. 
Holmes, president Manufacturers Life; 
L. F. Lee, president Peninsular Life; 
R. B. Richardson, president and chair- 
man Western Life, and Frazar B. 
Wilde, president Connecticut General 
Life. 

The details of both the section pro- 
grams and the general sessions will be 
announced in the near future. Advance 
registration is progressing well. 





an example of fraternalism at work 





This year Lutheran Brotherhood 
has a hand in providing 


greater educational 


150 Lutheran young people 


e Each year the Society invests in outstanding Lutheran students 
through its Educational Scholarship program . . . thus making 
possible advanced training for potential leaders of tomorrow. 
LUTHERAN BroTHERHOOp’s “class” of scholarship winners — now reaching 
600 — are assuming roles of active service and leadership 
for which the Society and Lutherans everywhere are grateful. 











SEMINARY GRADUATE 
9 scholarships of $1000 each to sem- 
inary graduates to assist in post- 
graduate study. 


Among the Lutheran Brotherhood scholarships provided this year are— 





JUNIOR COLLEGE 
12 scholarships of $150 each to stu- 
dents who have completed their first 
year’s studies. 


SENIOR COLLEGE 


45 scholarships of $300 each to college 
juniors to encourage continuation of 
their academic studies. 








NATIONAL LUTHERAN 
NURSES GUILD 


2 scholarships of $500 each to nurses 
to assist in advanced training. 


.—— another Living Benefit provided by 


Our 40th year of conscientious 
service to Lutherans and 
to the Lutheran church 


LIVING BENEFITS FOR LUTHERANS THROUGH LIFE INSURANCE 








YOUTH LEADERSHIP 
83 scholarships of $150 each to out- 
standing high school graduates to 
encourage enrollment in Lutheran 
colleges. 





HIAA Asks Insurers to 
Join Campaign Against 
Epidemic of Asian Flu 


Health Insurance Assn. of America 
has urged its member companies to 
cooperate fully with the U. S. Public 
Health Service campaign to obtain 
maximum public innoculation against 
the epidemic of Asian influenza ex- 
pected to hit this country in the fall 
and winter. 

HIAA has asked insurance compa- 
nies to encourage their agents and 
representatives to call attention to the 
need for immunization among individ- 
ual and group policyholders covered 
by hospitalization, loss of time and 
medical expense contracts. Health pol- 
icies issued by companies cover 66 
million persons. 

Eight million units of flu vaccine 
are expected to be available by mid- 
September, half of them to be as- 
signed to the armed forces. The pro- 
duction goal of 60 million units is 
expected to be reached by next Feb. 1. 

HIAA stressed the importance of 
early vaccination because the vaccine 
is effective only if administered be- 
fore the onset of the disease. Protec- 
tion against Asian flu developes in 10 
to 14 days after a single injection and 
has been proved about 70% effective 
for one year. So far, the vaccine is the 
only known preventive against this 
type of flu, which is the result of a 
mutated virus uncontrollable by any 
other means. 

Until an injection has been given, 
people should be alert to signs of the 
disease. Symptoms include sudden and 
high fever, tiredness, muscle aches and 
weakness. The flu usually runs its 
course in three to five days, followed 


by a longer period of convalescence. 
Based on reports from the far east, 
the attack rate is expected to be high 
but the death rate is not. If the attack 
rate reaches 10% to 20% of the U.S 
population, it could cause 100,000 to 
200,000 cases in a city of 1 million. 
Vaccine for civilians will be distrib. 
uted through normal channels to dog. 
tors, hospitals, clinics and other health 
facilities. The Public Health Service 
has recommended that vaccinations be 
given to persons whose services are 
needed for the care of the sick and for 
maintaining other essential functions 
Information on when supplies of the 
vaccine will become available can he 
obtained from local health officials, 





American Council Info. 
Meetings Held in 3 Cities 


(CONTINUED FROM PAGE 1) 
ganization will not be opposed to NALY 
except possibly in specific situations 
such as the bank-loan plan, where 
there may be a conflict between the 
official NALU viewpoint and that of 
the members of the new group. 

Sam P. Davis, manager of Phoenix 
Mutual, said that an organization like 
American Council could speak on mat- 
ters that company associations cannot, 
either because they must concentrate 
on matters of institutional interest or 
because, as with bank-loan, there js 
a division of viewpoint among compa- 
nies. 





Linwood L. Meacham, formerly vice- 
president of Columbian Mutual Life of 
Binghamton, N. Y., has been appointed 
director of agencies for Capitol Life, 





Eric W. Berg has been named direc- 
tor of agencies for Southern Republic 
Life of Houston. 





Athontas Finest 
THE 
DINKLER PLAZA 





SAM Oa 





facilities to accommo- 
date 2000 persons; 
600 beautiful guest 
rooms and luxury 
suites; 4 outstanding 
_ festaurants and com- 
: : plete air-conditioning 
throughout the hotel. - 


















OTHER 


DINKLER 
HOTELS 


THE DINKLER-TUTWILER 
’ Birmingham 
= THE 
DINKLER- 
JEFFERSON DAVIS 
Montgomery 
THE 
DINKLER- 
ANDREW JACKSON 
Nashville 


THE ST. CHARLES 
se __ New Orleans 


= AND 
MOTOR 
INNS 


JAMAICAN MOTOR LODGE 
Jacksonville, Fla. 


THE BELVEDERE MOTEL 
Atlanta, Georgia 
® 
Teletype Service 
fo all Dinkler Hotels 
e 


CARLING DINKLER 
President 


CARLING ‘DINKLER, JR. 
Executive Vice President 
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of a 


Life Insurance Career 


One of the notable assets of Life underwrit- 
ing is the public prestige enjoyed by Life 
insurance Field-Men. The American College 
of Life Underwriters and the C.L.U. program 


yrmerly vice- z P . 
have contributed substantially to this result. 


utual Life of 
en appointed 


apitol Life, We at Metropolitan are proud of our 


C.L.U.’s and join our friends in the Life 
insurance industry in urging Field-Men to enroll in one 
of the 1957-58 C.L.U. courses in their respective commu- 
nities. These courses have not only added to the stature of 
all associated with Life insurance but have helped to 
broaden the ability of Field-Men to render top-notch 
professional service. 
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While you can be a good Field-man without being a 
C.L.U., you can be a much better one if you are. In 
today’s competitive market, it is good business to have 
the best possible professional education. One way to get 
this is to become a C.L.U. yourself. It will do much to 
give you the added knowledge, skill and confidence which 
today’s public rightly expects and appreciates in career 
Life insurance Field-Men. 
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What is the 


... Quality Business? 


Few aspects of our business have been studied so thoroughly as quality business. We 
know what it is, how it is written and why it is good. But the make-up of the man 
who writes it—the Field Underwriter who year after year turns in a record of high 
quality business—continues to be an unknown quantity. What is the ““X”’ factor, the 
intangible spark, that separates him from the average life underwriter? 


There is no pat answer to this question. Certainly the caliber of the man who is 
selected for a life underwriting career is important. So too is the amount and quality 
of training that he receives. The atmosphere in his agency, the attitude of home office 
management, the “tools” he has to work with—all are part of the answer. 


Whatever that elusive ‘“X” factor is, the man who has it finds a ready market 
for his product—and the business he writes is high quality business. 


This year, 14,500 life insurance men — more than ever before — won the in- 
dustry’s recognition for high quality business, the National Quality Award. Within 
Home Life’s own organization, 81% of those eligible won the award this year. We 
salute them for the achievements that make Home Life truly “a quality company.” 








HOME LIFE’S QUALITY RECORD 


@ 81% of Home Life’s eligible field men are National Quality Award winners. 

@ 21% of those eligible by length of experience hold CLU degrees. 

@ $13,220 was the average policy sale in 1956—$14,752 the average during the first half of 1957. 
@ Two out of every five new policies come from repeat purchasers. 

@ More than 65% of Home Life business has a cash binder with the application. 


@ Two-thirds of new purchasers use annual or semi-annual premiums. 
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HOME LIFE INSURANCE COMPANY 
253-6 BROADWAY, NEW YORK, N.Y. 
“A Career Underwriters’ Company”’ ere ae 


William P. Worthington 
Vice President—Sales 


President 














